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ABSTRACT 

Two hypotheses were tested in an experiment on the 
generalizabilit.y of McGuire* s innoculation theory of attitude change: 
that subjects would be less influenced by counterpersuaaion in a 
small group communication setting if an initial persuader employs a 
two-sided refutations! message than if he employs a one-s: .d 

message; and that subjects will be less influenced by 
counterpersuasion in a small group setting if an initial persuader 
includes evidence in his message than if he does not. The independent 
variables in the study wer^ message- sidedness, evidence, 
counterpersuasi on in a small gro un setting, and source, credibility. 
The subjects, 518 college students enrolled in a basic comma;.-.- ation 
course, were randomly assigned by class to the 16 experiment# ? 
conditions, and then further randomly assigned within each class to 
three discussion groups. Each discussion group in the 
counterpersuasion condition was assigned a confederate to insure that 
counterpersuasion would be introduced in the small group setting. 
Pretest attitudin.l questionnaires were administered, and both 
immediate and delayed posttest measures of attitude change were 
obtained after presentation of the persuasive m**? sage. Results «ne 
study supported the first hypothesis, although for unclear reasons, 
and did not support the second hypothesis. (SH) 
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ABSTRACT 

The Effects of Message Sldodness and Evidence 
on Inoculation Agar net ^cuntorpersuaslon In Small Group Communication 
James C. McCroskey, Thomas J. Young, and Michael D. Scott 



The purpose of this study was to test the general Izabl I Ity of previous 
research concerning Inoculation against counterpersuasion when the counter- 
persuasive Influence Is exerted In a small group communication context. Earlier 
findings Have Indicated that use of a two-sided message which Includes refutation 
of opposing positions or Including documented supporting material tends to 
Inoculate receivers against counterpersuasion In a confrontation setting. It 
was hypothesized that similar effects would he obtained when counterpersuasion was 
Introduced by confederates In a small groun communication setting. 

Results of the study I nd leafed thr.t of a two-sided message resulted 
In more attitude change after counterpersuasion than did use of a one-sided message 
and that the effect remained for at least three weeks. Effects for evidence 
were significant at only the .10 level, but In the hypothesized direction. Mes- 
sage sidedness had no significant effect on perceived source credibility. In- 
clusion of evidence significantly Increased perceived source credibility on the 
authoritativeness dimension. 
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The Effects of Message Sidedness and Evidence 
on Inoculation Against Counterpersuasion In Small Group Communication 

by 

James C. McCroskey, Thomas J. Young, and Michael D. Scott 



The major thrust of persuasion and attitude change research over the oast 
three decades has been In the area of Immediate effects of source, message, and 
receiver variables. Few researchers have Indicated a concern with or have tested 
for the effects of these variables over time. As a result, we are open to the 
charge that we are developing a "theory of Immediate effects." The development 
o such a theory Is not necessarily bad In Itself, In some cases Immediate effects 
are the only Important effects. But, more commonly, sustained effects are desired. 



The research reported and theory generated by McGuire and his associates 
has been the most significant work In the area of sustained effect. 1 This research 
has demonstrated that refutation of arguments that are the same or similar to 
arguments to which a receiver will be exposed later will reduce the Impact of the 
counterpersuasion of the second communicator. 2 When an Initial communicator, 
nerefor©, Introduces and refutes arguments which a later communicator will use 
the first communicator "Inoculates" his receivers against subsequent persuasfon. 

r has been charged (by McGuire himself as well as others) that McGulre f s research 
cannot be genera! I zed to the real world. 3 The rationale behind this charqe Is 
that the topics used In the McGuire Investigations were always "cultural truisms.” 
These topics were employed so that, In McGuire's words, a "germ-free environment" 
cou d be created. Slnco the theory upon which this research was based was a 
medical analogy. Inoculation, such a germ-free environment was presumed to be 
necessary. McGuire correctly notes that discussing cultural truisms In a germ- 
free environment Is not typical of persuasion In the real world. While this 

? n Inocu,a+Ion Theory appears valid If we look only at the research reported 
by MoGulre and his associates, the validity of the charge evaporates If wo con- 
sider related research tr.at has appeared under the heading of "mossaqe-sidedness."5 
Lumsdalne and Jnnls reported a study several years prior to the earliest work of 
Mcbu re which closely paralleled the McGuire approach but did not use as the topic 
a cultural tr. ism. They found that providing Individuals with knowledge of 
P2» #, 2 e ar 9 umen Ts prior to a message containing those counterarguments was more 
effect ve than only providing support for an issue and providing' no knowledge of 
possible counterarguments. Lumsdalne and Jan Is referred to their message whf’ch 
nc uded possible counterarguments as a "two-sfdod" massage and their messaqe not 
Inc udfng counterarguments as a "one-sided" message. In a more recent and unusually 
we! I -control led study, Koehler has also observed the superiority of the two-sided 
approach for an initial communicator In a confrontation setting. 7 In the Koehler 
study, the topic was a social Issue rather than a cultural trOlsm and the "two- 
sided message was exactly equivalent to McGuire's "refutatlonal-same" condition. 



... Con slderlng these various studies together, we may conclude that In a confron- 
tation setting, one in which an Initial communicator presents a message and at 
some later time a counterpersuasder presents a conflicting message, an initial 
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communicator that employs - g> _ 

arguments will provide res I stoned tn his receivers to subsequentcounterpersuaslon. 



A second area of research that has considered sustained Impact on attitude 
change Is the area of evidence usage. In a series of studies reported by 
McCroskey, It was observed consistently that Including evidence In a persuasive 
message Increased tho amount of attitude charge sustained over a period of three 
to seven weeks. ® In none of those studies, however, was there any attompt either 
to control or manipulate tho subjects* exposure to counterpersuaslv© attempts. 

In a more recent study, McCroskey provided a direct test of the hypothesis that 
subjects will be less effected by countorpersuaslon from a second speaker If the 
first speaker* s message contains evidence than they will be If the first speaker* s 
message does not contain evidence. The results of that study provided strong 
support for the Hypothesis. 



While both of these areas of research point to the development of a roslstence 
to countorpersuaslon, such reslstence has only been tested when the counter- 
persuasive Influence was a formal speech or essay. In short, reslstence has been 
found to be generated by two-sidod message and messages Including evidence only In 
a one- to- many context. No test of either variable In an Interpersonal context, 
such as i small group discussion, has boon reported. The present study, there- 
fore, was designed to test the genera I IzabI I Ity of tho previous results to the 
small group. Interpersonal setting. The need for tho presenf study becomes 
apparent when we consider that Interpersonal or small group communication almost 
always occurs after a person Is exposed to a speech or essay that attacks pre- 
viously held beliefs or attitudes. Such attacks normally create dissonance In 
the mind of receivers, and as Festlnger has noted, 10 people will often seek 
further Information through communicating with their peers or others In order to 
resolve their dissonance. 



Hypotheses 

The hypotheses tested In the present Investigation were as follows: 

1) Subjects will be less Influenced by counterpersuasion In a small 

group communication setting If an Initial persuader employs a two-sided, 
refutational message than If he employs a one-sided message. 

2) Subjects will be less Influenced by counterpersuasion In a small group 
setting If an Initial persuader Includes evidence In his message than 

I f he does not. 

Although several Independent variables were considered In the present study, no 
a priori interaction hypotheses were tested. 

Method 
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The three primary Independent variables In this study were message sidedness 
(a one-sided message or a two-sided, refutational message), evidence (Included 
or not Included), and counterpersuasion In a small group communication setting 
(present or absent). Because source credibility has been found to Interact with 
message variables In a number of studies,** source credibility (highly credible 
or less credible) was introduced into the design as a control variable. Thus, 
the deslon of the study Included four Independent variables, each with two levels. 



The topic chosen for the experimental messages was ” local control of educa- 
tion. *' T ho following procedure was employed in the development of the experimental 
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All major points In the message wore supports<Tw I th docO^nfod materloT, Tncludlntf 
the refutation of the counterarguments which were Included. The ’’One-sided message 
with evidence” was created by omitting references to counterarguments and refuta- 
tion of those counterarguments. The ”no evidence” condhlons were created by 
omitting all citations of sources from th© evidence versions and generalizing 
factual data (I.e. H 565C”* became ”a majority”). 

Tho subjects were 518 college students enrolled In a basic communication 
course at Illinois Stato University during the fall semester, 1970. Subjects 
were available only In 32 Intact classes* The 32 classes were randomly assigned 
to the 16 experiments, conditions, two sections to a condition. Subjects were 
further randomly assigned within each class to throe discussion groups. Each of 
the discussion groups contained five to seven subjects, depending upon class size. 
Each discussion group In tho countorporsuaslon condition was randomly assigned one 
of three confederates. 12 The three confederates were graduate assistants In 
the Department of Communication at Illinois S’ate University. All three had 
extensive experience at the undergraduate level In academic debate. They wore 
charged with tho responsibility of Insuring that counterpersuasion was Introduced 
extensively In tho small group discussions. A short training period for the 
confederates Included presenting thorn with speeches which took a contrary position 
to that of tho experimental message. In addition, the confederates were encouraged 
to develop additional arguments of their own. All of the confederates had boon 
graduated from undergraduate school during the previous spring or summer. Con- 
sequently, It was easy for them to bo accepted In the experimental classes as 
regular students In the course. This was facilitated by conducting th© experiment 
during the second class session, before tho subjects were able to become familiar 
with who was or was not enrolled In the class. 

Subjects wero not Informed of tho experimental nature of the project. Rather 
they were led to believe that It was a rociular course assignment. During the 
first class session, a twenty Item Ltkert-type Instrument was administered for 
the alleged purpose of ’’determining an appropriate topic for our first small 
group discussion assignment.” The Instrument Included seven-stop response scales 
for twenty topics, one of which was tho experimental topic. This measure pro- 
vided a pre-test of attitude on the topic. Attitude toward the topic after 
exposure to tho appropriate experimental condition was measured by six semantic 
differential-type scales selected from a previous factor analysis and found to be 
reliable on the topic. ^ A delayed post-test of attitude was obtained on the 
same six scales three weeks after the experiment. The scales for the delayed 
post-test measurement were Included with scales for six other topics. The alleged 
reason for the delayed post- test was to ”get a better measure of how students 
feel about these topics” so that ’’next term wo will be able to determine what 
topics we should use for discussion In advance.” 

Source credibility was measured on the author j tat l veness and character 
dimensions at the time of the Immediate post-test .' 4 In addition, subjects were 
asked to complete the following scales presented In the semantic differential -type 
format to determine their perception of the message: clear-confused, well 

supported-poor ly supported, biased-objective, good delivery-poor delivery, one 
sided-two sided. 

Except for th© pre-test and delayed post- test measures of attitude, each 
experimental condition was administered during a single class period. Students 
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had b060 I n formed pEOtttomly that thay MQuld ha nrtflftgttd In * *mn 1 1 flrftun earn- 

muntcatlon project durtng the etaii period. They were Inforrradthat the 
Instructor be! loved that the discussion would bo facilitated by presenting a 
speech on the topic prior to the discussion. This speech was supposed to 
serve as a ’’starting point for the discussion.” After this orientation, the 
class Instructor played the appropriate tape-recorded message. Included at the 
beginning of the tope was an Introduction of the alleged source which served 
as the credibility manipulation. 

Subjects who were In the eight conditions that were not to receive countor- 
porsuaslon were asked to complete the post-test Instruments Immediately following 
the tape-recorded message. The alleged reason for completion of the Instruments 
was so that ”w© can got your reaction to this speech to see whether or not we 
want to use It In future classes." Subjects In the counterporsuaslon conditions 
did not complete t!.j Instrument at that time. Rather, they were assigned to 
tholr discussion groups and participated In a discussion of from twenty to twenty- 
five minutes In length. At the end of that time, the Instructor distributed the 
post-test packets to the subjocts under the same cover as was employed for the 
subjects In the no counterporsuaslon conditions. 

An -i lysis of the pre-test attitude data Indicated' 'no significant differences 
among tho various experimental conditions. Consequently, tfie attitude, credibil- 
ity, and message perception data were subjected to four-cld§s!f I cat I on analyses 
of variance. When significant Interactions were obtained, t-tests were employed 
to facilitate Interpretation of tho results. The .05 lovel was set for signifi- 
cance on all tests. In each analysis of variance the data units were mean 
scores across discussion groups. Consequently, there was an n. °f six In each 
condition. Sine© there was an unequal number of subjects In discussion groups, 
this procedure was deemed preferable to using as the unit of analysis each 
Individual 'subject s response because the procedure selected avoided allowing 
any single discussion group to Influence disproportionately the mean of any 
experimental condition. 

Resu I ts 



The results of the analysis of variance of the Immediate post-test attitude 
measure Indicated two significant effects: message sldodness (F=5.29) and counter- 

persuasion (F«22.I7). Since the experimental messages argued against local con- 
trol of education, a lower score Indicates greater attitude change having been 
produced by a given experimental condition. £he two-cldod mossage condition 
produced significantly more attitude change (X=23.63) than tho one-sided mossage 
(X«25.7I). As was expected, subjects who were exposed to counterpersuasion were 
loss Inclined to agree with the position of the experimental message <X»26.80) 
than were subjocts who were not exposed to counterporsuaslon (X=22.55). 

Since there was no significant Interaction between message-sided icss and 
counterporsuaslon (F»2.32), It would appear that these results Indicate that In 
this Investigation the two-sided message produced more attitude change than did 
the one-sided message Immediately, and that counterpersuasion did not alter that 
superiority of the two-sided message. However, an examination of the raw means 
representing tho sldodness by counterporsuaslon Interaction Indicates that, al- 
though It was not significant, there was a tendency for the two-sided message to 
have a stronger effect compared to the one-sided message In the counterporsuaslon 
condition than In the no counterpersuasion condition (D=2.39 to D-1.87). 
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The for _ .... . . 

The mean score for subjects exposed to the evidence messages was 24. 54 while 



those exposed to the no evidence messages scored 25.00. Subjects In the sup- 
posedly highly credible source condition scored 24.05 while those In what was 
presumed to be the less credible condition scored 25.29. This absence of an 
effect for source credibility, of course, suggests strong conflict with much 
previous resoarch which has indicated the Impact of a highly credible source 
In persuasive communication. However, as w© will note below, the reason for 
this lack of significant difference Is that the credibility Inductions apparently 
were not perceived as Intended. Both sources were perceived os highly credible. 



Analysis of the post-test minus delayed post-test attitude change scores 
yielded only one significant F-ratlo, that for the counterpersuasion condition. 
While those subjects exposed to counterpersuaston shifted a negl !glb)e-.29, 
those who had not been systematically exposed to counter persuasion shifted -4.06. 
Since the subjects who were In the no counterpersuasion condition engaged In 
small group discussion after having completed the Immediate post-tost measure, this 
shift observed three weeks later may have actually occurred as a result of those 
discussions. While no counterpersuaslon was systematically Introduced Into those 
discussions by the experimenter , It Is reasonable to assume that some counter- 
persuasive efforts were exerted spontaneously. Another Interpretation of these 
results could be that over the three week period all attitude change that had 
been Initially produced was lost through regression and forgetting of the com- 
munication event. Since the pre-test In this study was on a different scale 
than the post-test and the delayed post-test, however, It is Impossible to de- 
termine whether or not attitudes of the total group Involved In th€» experiment 
wore more positive “toward the message after the four-week period than they were 
Initial ly. 

The absence of a significant effect In this analysis for message-sl dedness 
suggests that the superiority of the two-sided message which was obtained in the 
Immediate post-test was retained over the three-week delay pertod. This result Is 
consistent with earlier Investigations. The effect of the evidence variable over 
time has to be considered nonsignificant since the F-ratlo (F=3, 19) did not 
achieve the pre-established significance criterion, however, there was a marked 
tendency In favor of the Inclusion of evidence. Over the three week period, the 
subjects who had been exposed to the evidence messages shifted 1.29 while the 
subjects who had not been exposed to evidence shifted -!.I3. 

Analyses of the data relating to source credibility resulted In several sign- 
ificantly F-ratlos. Introduction of counterpersuasion was found to significantly 
affect both authoritativeness (F=32.M) and character ( F= 5.12). The Introduction 
of counterpersuasion tended to reduce perceived credblllty on both dimensions. 
Subjects in the no counterpersuasion conditions perceived the source to be more 
authoritative (*=34,45) than did the subjects In the counterpersuasion condition 
(X-31.33). SlmTlarly, subjects in the no counterpersuasion condition perceived 
the source to be of higher character ( 50 = 28 . 62 ) than did the subjects In the 
counterpersuasion condition (X=27.67). These differences can most likely be at- 
tributed to the fact that both the confederates and some of the subjects attacked 
the experimental source as presenting Inaccurate or untrue Information. 

Message-sl dedness was found to have no significant affect on el+ner author 
i tat l ve ness <>«0.0I) or character (F=0.03). Inclusion of evidence In the message 
was found to significantly affect perceived author 5 tat I veness (F-9.63). Subjects 
exposed to the evidence conditions perceived the source as more credible (X-33.75) 
than the subjects exposed to the messages not including evidence (X=32.05). No 
significant effect for evidence was observed on the character dimension (F*|.00). 
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Induction were observed on both the author! tut I veness ( F*55 . 7$) and character ' “ 

(F=8.40) dimensions. Subjects exposed to tho allegedly highly credible source 
perceived the source to be both more authoritative (5?* 34. 94) end of higher char- 
acter (3<*28.75) than did the subjects exposed to the Induction designed to generate 
low credibility (K*30.85 for authoritativeness and X**27.53 for character). A 
significant Initial credibility by counterpersuasion Interaction was also observed 
on both the authoritativeness (F°4.79) and character (F**4.69) dimensions. An 
examination of the means represented In this Interaction (See Table I) Indicated 
that the primary cause of the significant Interaction on both dimensions was the 
derogation of the allegedly less credible source In the counterporsuaslon condition. 

While significant differences were observed that could be attributed to the 
initial credibility Inductions, and significant Interactions between the crech 
Ibillty Inductions and the counterporsuaslon variable were observed, an examination 
of the raw means Indicated that the Inductions wore probably loss successful than 
desired. The potential range of scores for both dimensions of credibility was 
from 6 (maximum low credibility) to 42 (maximum high credblllty), with the pre- 
sumed mid-point on the scale being 24. Both sources were perceived across all 
conditions as above the mld-polnt on both dimensions. Since there was no pre-test 
of the credibility perceived from those Inductions on the subjects Involved In 
this experiment and there was no control group employed (the Inductions had been 
pre-tested In a previous experiment and found to be successful'**), It cannot be 
ascertained how the experimental subjects In this experiment Initially perceived 
the communication source. It Is possible that tho inductions were perceived as 
Intended originally but the message employed, even In the presumably less potent 
versions, was strong enough to Increase credibility to the point where both the 
highly credible and less credible sources were perceived at the end of the message 
as moderate to highly credible. Such an effect has been found with rhetorically 
strong messages In previous research. It Is equally likely, however, that the 
conditions of the present experiment militated against a perception of low credi- 
bility for any source. Since the project was administered under the cover of a 
class assignment and the Instructor had presumably selected the speech to be pre- 
sented, the 1 1 k 1 1 hood of sponsorship contamination was high. Such a sponsorship ^ 

has been observed to contaminate communication research In the past. 6 

Whatever the explanation for this effect might be, !t Is important to note 
its Implications for the Interpretation of tho present results. Although credi- 
bility may not have been manipulated successfully In the study, results of the 
analyses Indicate that It was sufficiently controlled In that no unusual or un- 
In terpretab le Interaction effects were obtained. Nevertheless, the results of 
this study should only be generalized to cases In which a message source Is moder- 
ately to highly credible. Effects with a source who has low credibility could 
be quite dl f feront. 

Analyses of the data obtained on the message perception sc** Jo s resulted In 
several significant differences, most of which wore attrlbutlble to the counter- 
persuasion condition. What might be referred to as '"negative halo effect” ap- 
peared to be present In the counterporsuaslon condition. Subjects In the counter- 
persuasion condition perceived the message to b© less clear (F s, l8.02), less well 
supported (F=37.96), more biased (F-12.51), less well delivered (£=4.28), and 
more one-sided ^F- 1 1.07). The evidence message was perceived to be more clear 
(F=8.4!) and better supported (F* 1 8.41) than +**« no evidence message. The two- 
sided message was perceived as being more* twc-slred (F=24.64) than the one-sided 
message. These results suggest that the evidence and sidedness manipulations 
were perceived as Intended. 
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Discussion ; — — — — — 

The results of the present study lend support for the first hypothesis set 
forth In this Investigation. Subjects were less Influenced by counterpersuasion 
In a small group communication setting when the Initial persuader employed a two- 
sided, refutatlonal message than when he employed a one-sided message. While the 
results support the hypothesis, the results cl so provide a confusing picture as 
to the reason why the hypothesis was supported. Since on the Immediate post-test 
attitude measure both the subjects exposed to counterpersuasion and those not 
exposed to counterpersuasion were more Influenced by the two-sided than +he one- 
sided message, and there was no significant Interaction between message-sldedness 
and counterpersuasion, explaining these results In terms of Inocultlon theory 
seems Inappropriate, A more parsimonious explanation would seem to be that the 
two-sided message produced more change Initially and thus there was more change 
loft after countorpersuaslon . It should be noted that In the majority of pre- 
vious Investigations a two-sided message has not been found to be more effective 
Immediately than a one-sided message, however, in some cases results similar to 
those In the present Investigation have been found. Since the superiority of -‘■he 
two-sided message over the one-sided message was sustained over the three wee: 
delay period, however, It Is ©-l-ear— that ..message-sldodness Is a potent variable in 
the production of sustained attitude change, even If Inoculation theory cannot 
be used as a satisfactory explanation for the observed result. 

Support for the second hypothesis of this Investigation did not meet the pre- 
established significance criterion (.05). The resullswere In the predicted direct- 
ion, and the differences would be considered significant If the .10 criterion were 
employed. Nevertheless, on the basis of the present study the hypothesis that 
subjects will be less influenced by counterpersuasion In a small group communi- 
cation setting If an Initial persuader Includes evidence In his message than If 
he does not must be rejected. This Is not to say that the hypothesis Is definite- 
ly Incorrect. Rather, It is only to say that no statistically significant support 
for that hypothesis was obtained In the current Investigation. 

On the basis of the results of the current study, we may conclude that the 
results of the previous Investigations on message-si dedness may be generalized 
to counterpersuasion in a small group communication setting. The use of a two- 
sided, refutatlonal message will result in more sustained attitude change In the 
face of counterpersuasion In a small group setting than will the use of a one- 
sided massage. It would appear from these results, however, that we may not 
confidently generalize the results of earlier research on the effects of evidence 
to counts rporsuaslon In a small group setting. While including evidence in an 
Initial message has been found In previous Investigations to Increase sustained 
attitude change when the receiver is confronted by a subsequent counterpersuasive 
influence In the form of a speech or essay. Inclusion of evidence by an initial 
communicator when his receivers will be confronted by counterpersuasion in a small 
group communication setting may have less value or no value at all. 

While the current Investigation was restricted to only two message variables, 
use of evidence and message-sl dedness, the results of the study have Implications 
for other message variables as well. Although previous research had Indicated 
that both inclusion of evidence and use of a two-sided, refutatlonal message en- 
hanced sustained attitude change in the face of counterpersuasion, the present 
Investigation called into question the genera 11 zabl 1 1 ty of one of these variables, 
inclusion of evidence, in the small group communication setting. It Is Impossible 
to estimate precisely what percentage of counterpersuasion occurs in this type of 
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sett Ing. However, I t seems r easonab l e to assume that an overwhelming major tty 

does. If further research fat is to demonstra te an effect for evt denee \ n tfrls 

context, tt would appear that evidence may be an Inconsequential message vartablo. 
If so, additional research on this variable would be a waste of valuable research 
effort. A number of other message variables have been observed to have Immediate 
effects In persuasion, such as fear appeals, op Intonated language, language In- 
tensity, and message organization. Until such variables are tested for sustained 
effect on attitude change, and particularly In the face of counterpersuasion in 
a small group sotting, we cannot know whether these variables have any meaningful 
Impact in persuasion and are thus worthy of our pedagogical and research efforts. 
Research designed to answer these questions shout d receive high priority considera- 
tion. 



TABLE t | 

POST-TEST CREDIBILITY MEANS* 
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M 




% 



Counterpersuaston No Counterpersuasion 

Highly Credible Less Credible Highly Credible Less Credible 



Author l tatl veness 


33.99ac 


26.7lab 


35.09abc 


33.00bc 


Character 


28.73d 


26.60def 


28.77e 


28.46f 



*Means with same subscript differ significantly at the .05 level, two- 
tailed test. The higher the mean, the higher the perceived credibility, 

V 

♦ -~ii 

i 



i 




10 



9 



« 









Footnotes 



James C. McCroskey Is associate professor end Director of Grad* 

uate Studies In Speech Communication at Illinois State University. 

Mr. Young Is o doctoral candidate In Speech Communication at the 

University of Oregon. Mr. Scott Is a doctoral candidate In Speech 

Communication at the University of Southern Californio. 

1. W.J. McGuire, “Immunization Against Persuasion,” In L Berkowl+z 

(Ed.), Advances In Experimental Social Psychology, Vol, I, (New York: 
AcademI cTr“SSS7 miTTVA^m: ”" JL 

2. See, for example, W.J. McGuire, "The Effectiveness of Supportive and 
Rofutatlonal Defenses In Immunizing and Restoring Beliefs Against 
Persuasion,” Soclometry , XXIV (1961)# 184-197# 

3. See, for example, C.A. Insko, Theo ries of Attitud e Change (New York: 

Appleton, Century, Crofts, J967TT ~ ‘ 

4. McGuire, ” Immunl zatlon Against Persuasion. , 

5. See, for example, A. A. Lumsdalne and I.L. Janls, “Resistance to 
‘Counter-Propaganda 1 Produced by a One-Sided and Two-Sided Propa- 
ganda Presentation Public O pinion Quarterly, XVII (1953), 311- 
318, and J. Koehler, ‘''Effects on Audi once^pTn I on of One-Sided 
and Two-Sided Speeches Supporting and Opposing a Proposition, 
Examining Opinions on Speakers Ethos, the Topic, arid the Opon- 

MI ndedness of Listeners,'* (unpubl. Ph.D. dissertation, Pennsylvania 
State University, 1968). 

6. Lumsdalne and Jan Is. 

7. Koehler. 

8. J.C. McCroskey, "A Summary of Experimental Research on the Effacls 

of Evidence In Persuasive Communication/* Quarte rly Journal of Speech 
LV (1969), 169-176. 

9. J.C. McCroskey, “The Effects of Evidence as an Inhibitor of Counter- 
Persuasion,’ 1 Speech Monographs , XXXVII (1970), 188-194. 

10. L. Fes finger, A Theory of C ognI tl ve Dt ssonance (New York; Row, 
Peterson, 19571.” 

11. See, for example, McCroskey, ’‘A Summary of Experimental . • and 
G.R. Miller and M.A. Hewgl l I , "Some Recent Research on Fear-Arousing 
Message Appeals," Speech Mon ographs , XXI 1 1 (1966), 377-391. 

12. We wish to express our appreciation to Buford Crltes, Gary Gipson, 
and Robert McMurry for their cooperation In this project. 

13. J.C. McCroskey, “Experimental Studios of the Effects of Ethos and 
Evidence In Persuasive Communication,'' (unpubl. D. Ed. dissertation, 
Pennsylvania State University, 1966). 

14. J.C. McCroskey, "Scales for the Measurement of Ethos," Speech Mono- 
graphs, XXXI l I (1966), 65 -72. 




M<'Croskay , “The Effects of Evidence as an Inhibitor j_. 

aw for example, J.C. McGroakey and R.E, Dunham, 'Ethos: A Con- 

i nulng Element In Communication Research, 1 ' Speech Monograp hs, 
xx: * ! I U966)» 456-463 and P.D. Holtzmen, ' ' Con fl rmatTon of EThos 
as Ccn( ending Element In Communication Research,’’ Speech Mono* 
graphs , JOUl 1 1 (1966), 464-466. * ** 



